Mastering the Gifting 

Process 



Conference Dial-in Number: (641) 985-0680 Based on the John Terhune Lesson: #104 

Participant Access Code: 997753# http://basictrainingplus.com/ppMasterinqGiftmgProcess/plaver.html 



Our Training Today 

1. We will be highlighting, demonstrating, and 
answering any questions on GIFTING 

2. Take the time to master this simple process 

3. Daily gifting is the cornerstone of a growing, vibrant 
Univera organization 

4. Everything we talk about is in total alignment with 
the company's GTE method of operation 

5. At the completion of each page, we will open up the 
call to any questions -- please ask -- it's why we are 
all here 



We'll Cover the Basics 

The purpose of a gift is to open up a 
dialogue, not to sell the product 

If you have fear about gifting, it's because 
you are trying to make a presentation instead 
of a conversation: Stop and get with Upteam 

If you go to basic training.com, you can get 
an in depth version of this training 

- http://basictraininqplus.com/lesson.asp?BTLID=30 

Before we move into a gifting, lets take a 
moment and understand the "why" behind it 



Key Takeaways 



GIFTING is the 1st step in a simple business with a very specific design 

- Gift - Team - Enroll (asp, page 20) 

Gift: Have a drink with your friends 

- We gift - We do not sell 

- A proper gifting opens up a conversation: it is not a presentation 

Team: Bring your prospects to the community 

- Our most powerful tool 

- 75% of our guests to an ASP order the product 

Enroll: Learn to become a strong servant leader 

- We work with a very small group of our associates 

- We go to work for the associates in our organization 

Today, we'll be focused on GIFTING 

- Associates that start at the 60 gift level have lOX the results 

- Gift with team and learn how easily this process works 

- If you are selling, you do not understand our method behind giving 
a gift to those you know, love and care about 



Why? 
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Why the Gifting Model 



The act of Giving a Gift is easily duplicated even by the 
newest person. ..they have been doing it all of their lives 

Most people do not like to sell and most people don't like to 
be sold to 

It takes our business out of the ''Persuasion" model and into 
the "Experiential" model 

Our products are so good that they become the salesperson 



Our model is known as GTE (Gift/Team/Enroll) 



Learning Objectives 



What You will Learn From This Course 




What to Gift I 

How Much Product to Gift 

How to set up the presentation of the gift to another person 

The Importance of Having a Conversation instead of making a 
Presentation during the Gifting Process 

The intricacies of presenting the gift correctly 

How to effectively follow-up after the gift has been presented 

How to transition the conversation from a gifting scenario to a business 
conversation about building an Uni vera Business. 

How to Effectively Deal with Objections 



Gifting is all about AgelessXtra 




What Product to Gift 



fe 99% of the time the product to gift is Ageless Xtra 



Most people who use this product in a compliant fashion have a product 
experience within three days of initial use 

The bullet points on the product cover the four main reasons why people i 

go to doctors 



We have a concentrated version if they want to become a customer that 
keeps the price down 

It addresses Energy Issues and Joint Discomfort. Help someone feel 
more energy or relieve their joint discomfort and you have their attention 

It is important to only gift one product versus multiple types of 
prod ucts . . Jt red u ces co n f u sion 



other Tools of our Trade 




Exceptions to the Rule of Gifting Only 
Ageless Xtra (the other 1% of the time) 



Listen to what people are saying during your 
conversation that may lead to the gift of the other 
products to include: 

Regenicare 

L If someone has severe joint discomfort issues 




Aloe Gold 

If someone has gastrointestinal discomfort such 
as heartburn or acid reflux 
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Gifting Overview 



A Gift is 1 bottle: Add 5 more bottles w/commitment 
Who and where to gift 

Structure of a gifting (step l. via Phone, steps 2-10 In Person) 

1. Call and offer the gift 

2. TeN your story with passion 

3. Validate the points on the bottle 

4. Play Chief Science Officer recording: 512-703-6150, #1 

5. Experience the product: Drink it together & Benchmark 

6. Conditionalitv of additional 5 bottles (consume, CD, follow up) 

7. Gifting Agreement/Potential Outcomes 

- Love to have you as a customer 

- If you are intrigued about gifting for a living, let me know! 

- If the timing's not right, no worries, still friends 

- Gain agreement to next day call 

8. Next day, link up with Stephen call (512-703-6150, #2) 

- Answer questions (best w/upline) 

- Get a commitment to hear the story (at an ASP) 



Great Story = Great Business 

stories sell ~ Facts tell 
Stories have 

- A Before ( what I lost) 

- A reference to the product ''I took this product... 

- An After ( what I got back...) 

Stories must 

- Not sell 

- Be under 60 seconds 

- Passionate 

It takes preparation to tell a great story 

- Write your story down 

- Practice It with your upline 



// 
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Q & A Recap 



Always drink with your prospect 
Ignorance on fire always outperforms brilliance on ice 
Leverage the Cherniske Call to validate the product 
Prospects will frequently ask questions in two areas 

- Is it really good for you? 

- Does it really work? 

If you benchmark their energy, everyone will understand 
their product experience 

Do not gift if you are not going to follow up 

In the follow up, invite your prospect to an ASP 

Finally, do not gift until you have all of your questions 
FULLY answered and you are comfortable with ''how to'' 

- Any concern that you have will surface in a gifting 

- Leverage your upteam -- they know how to honor your prospect 

Keep it light and have fun! n 



If Gift and Use Team, You Win 



Can I swing by 

and give you a 

gift? 



Cal 



Do you invest in 
your ineaith? 



Is your health 
important? 



Gift 



Yes 



No 



Learn More 

90 day 
challenge? 



,Yes 



No 



Referrals 



-► Learn More 
bout the biz? 



Referrals 



Do you need a 
change? 



Yes 



No 



Referrals 



Venues 



Coffee Shop 
Neutral location 



• 3 Way Cal 



• ASP Lunch 

• ASP Evening 



V 2nd ASP 

V Upline Involvement 

V 3 Way meeting 



Success rates 



YQU 
25% Try 
40 BV order 



YQU + 1 
50% Try 
100 BV order 



YOU + Community 
85% Try 
100 BV order 



YOU + Upline 
20% Customers become 
Associates! 



The pattern involves four key questions (in the boxes above) 
Gifting, without leveraging the support of team, is a sales job 
The use of team nearly triples results for the same actions 
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Master the Basics, On Line! 



ASP Fast Start 



- Have your ASP handy and call (51 2) 225-3000 pin 7373# 

- Understanding your "WHY" is everytliing in our business. It's more important an any otiier training. Your upline 
needs to l<now why you'd invest your time in tliis movement so tliat we can all do what it takes to help you 
accomplish your goals. 



View an ASP Meeting 



- http://basictraininqplus.com/ 

- This presentation gives one the knowledge and background to be able to fluently discuss Univera as company, 
the Lee Family, its founders and the science so that a prospect can understand who we are and why different. 

#104 Mastering tlie Gifting Process 

- http://basictrainingplus.com/newassociatesh.asp 

- In this segment a new associate will learn how to give a gift. John Terhune gives us the technique and language 
to make giftings short, simple and effective. Once an associate knows this segment, they can gift anyone. 

#105 How to Get a Prospect to an ASP 

- http://basictrainingplus.com/newassociatesh.asp 

- This segment teaches how we convert a gifting to attendance at an ASP gathering. This skill is the most 
important, because many can master gifting, but few truly master the essential posture to get all their giftings to 
an ASP. When you understand this step, you're rich. 

Audio, Oct 23 Silvers and Above call 

- http://basictrainingplus.com/personaldevelopment.asp 

- Go to this Archived Conference Call section of the site and download the call (right click) named "October 23 
Silvers and Above Call." This might be the most important nuance in the business. It's posture, explained. 
Terhune says, that once someone figures out this one concept, they're 75 gifts away from going Diamond. 
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